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Looks unlimited . . . The young adult woman who wears Bobbie Brooks apparel seems to have a different outfit every 
time she goes out. The reason is that each season she selects a Bobbie Brooks color she likes, then buys several basic pieces which 
are color-coordinated or color-matched. By wearing these in different combinations, she enjoys a wardrobe of “go-togethers” 
suitable for any day-time, play-time or date-time occasion. Each piece she adds to her wardrobe multiplies the number of com¬ 
binations in her wardrobe . . . and means additional sales for Bobbie Brooks. We call this program “Wardrobe Magic,” and 
our advertising points out that Wardrobe Magic* gives a girl “Looks Unlimited.” Our Abby Michael subsidiary provides an 
extensive line of high-fashion sportswear for young adults. For career girls in an age group slightly above the 13 to 24-year-olds 
served by the Bobbie Brooks label, our Stacy Ames subsidiary offers a major line of dresses. A Stacy Ames affiliate, Kelly Arden, 
features junior petite dresses, and our newest subsidiary, Colebrook, Inc., designs and sells high fashion sweaters, skirts and 
swimwear for career girls and young married women. Including the apparel sold under all these labels, we offer young adult 
women literally hundreds of styles to choose from, with a change of lines every season. Now, through our latest acquisition, 
we will be entering the children’s market for the first time under the well-known Stretchini label. 


♦Wardrobe Magic is a trademark of Bobbie Brooks Inc. 


Lithographed in U.S.A. 







Bobbie Brooks, Incorporated, 1962 Results in Brief 



SALES 

Net sales climbed 15 per cent. Sales 
during every year of our history have 
exceeded those of the preceding year. 



PROFITS 

Net profits after taxes continued long- 
range upward progress, and were 17 
times higher than in 1953. 


Year Ending April 30 1962 (*) 

OPERATIONS: 

Net Sales.$60,575,000 

Earnings Before Income Taxes .... $ 5,410,200 

Earnings After Income Taxes.$ 2,652,000 

Net Earnings Per Share Based on 
Average Number of Shares 

Outstanding During Year.$ 1.76 


1961 (*) 

$52,577,500 
$ 4,732,900 
$ 2,320,800 


$ 1.55 


FINANCIAL: 


Working Capital. 

Current Ratio. 

Property, Plant and Equipment — Net 
Shareholders’ Equity. 


$ 8,156,900 
1.7 

$ 5,379,500 
$11,336,900 


$ 6,700,700 
1.7 

$ 5,337,500 
$ 9,624,300 


* 1962 results reflect acquisitions of businesses in fiscal 1962 on a “pooling of interests*’ basis. 1961 
figures have been adjusted to include operations of these businesses acquired in fiscal 1962. 

















Report from the President 



As in every previous year of our history, sales of Bobbie Brooks 
climbed to a new record during the fiscal year ended April 30, 1962. 
The total of $60,575,000 was $7,997,500 or 15 per cent higher than 
our volume of $52,575,500 for the preceding year. 

Net profit also increased substantially in spite of large expenses 
undertaken to prepare for future growth. The total of $2,652,000 
was 14 per cent above the earnings of $2,320,800 a year ago. 

Sales have approximately tripled and net profit after taxes has 
increased over 4V4 times during the past five years. 

Earnings per share also established a new record of $1.76 on 
an average of 1,507,700 shares outstanding during the year just 
ended, compared with $1.55 on an average of 1,502,000 shares 
outstanding during the preceding year as adjusted for the shares 
issued in 1962 for businesses acquired on a “pooling of interests” 
basis. 

However, figures alone cannot begin to reflect the real significance 
of the growth now taking place at Bobbie Brooks. 

Family of growth companies Sales of Bobbie Brooks, exclusive 
of acquired subsidiaries, increased 15 per cent during the year and 


net profit was up 19 per cent. Constant growth of this nature in 
our central Bobbie Brooks operation is based on the sale of a com¬ 
plete outerwear wardrobe for young adult women. 

Entirely in addition to our well-established record of expansion 
along traditional lines, a major new dimension has now been 
added to our growth, through the purchase of other apparel firms. j 

In April of 1961, we made our first acquisition, purchasing 
Abby Michael, Ltd., and during the past fiscal year, we made two 
more acquisitions . . . Stacy Ames, Inc., and its affiliate, Kelly 
Arden, Inc.; and Colebrook, Inc., and its affiliate, Colebrook 
Mills, Inc. A fourth important acquisition has just been made, 
subject to a favorable tax ruling. It will put us into the vast 
children's apparel market through the Stretchini line of stretch 
swimwear and sportswear. 

Each of these acquired companies is a young organization with 
a young and competent management, a dynamic growth record, 
and a fine potential for even more rapid growth as a part of 
Bobbie Brooks. 

In a sentence, carefully planned acquisitions have now changed 
Bobbie Brooks into a family of growth companies, each capable 
of increasing its size rapidly, following the same pattern as that 
of the parent company. 

Extending our target area The market target area for our Com¬ 
pany up to a year ago was the young adult from 15 through 24. 

Since then, a new line of junior petite apparel has been introduced 
very successfully under the Bobbie Brooks label, bringing the lower 
level of our young adult sales down to the 13-year-old group. 

Acquisitions have strengthened us in this younger market, as 
well as carrying us up into the career girl and misses age groups < 

above the 24-year-old level, and into somewhat higher price 
ranges as well. As today's wave of teen-agers grows older, there 
will be tremendous growth in this higher age group, as well as 
in the children's market we are just now entering. 

Extension of our marketing and service techniques to younger 
and older age groups than we have served in the past opens great 
new sales opportunities, and we plan to cultivate them energetically. 

The apparel revolution The apparel industry, historically com- 
posed of many thousands of small manufacturers, is in a period of 
revolutionary change dictated by the needs of retail stores and 
consumers for better styling and better service at moderate prices. 

As many as 450 separate styles are presented under the Bobbie 
Brooks label in each new seasonal line. One of the most advanced 
computer systems in our industry enables us to spot trends 


This chart, reproduced by courtesy of The Chase M anhattan Bank, shows the dynamic 
growth ahead for the young adult group which is our primary market target. 












immediately and adapt production to customer desires. 

We have showrooms in many cities, staffed by competent 
marketing men able to provide retailers with on-the-spot service 
and sales promotion assistance. Our manufacturing staff has made 
many break-throughs in methods improvement, making possible 
important cost reductions and higher standards of quality. 

Despite the great advance made by the company in recent years, 
we still represent only a fraction of 1 per cent of all apparel sales, 
and are confident that we will be able to take advantage of the 
opportunities for further growth in the future. 

Long-range market expansion The tidal wave of buying power 
represented by the increase in the nation's youth population has 
had a comparatively minor effect on the apparel business compared 
to what it will have in years to come. 

The first of the girls born in the postwar years have just begun 
to move into our market target area, and more and more of these 
young adults will move into the age group we serve. By 1970, 



according to the newsletter of The Chase Manhattan Bank, there 
will be 49 per cent more people aged 18 to 21 than in 1960. This 
group alone will increase 8 times as fast as it did in the 1950's, and 
there will be 40 per cent more youths in the 14 to 17 and 22 to 
29 age groups. As these young adults marry and form families, 
the birth rate will reflect this fact and increase the size of the already 
large children's market we are now starting to serve. 

We not only are increasing our market coverage, but are 
serving one of the fastest growing markets of this era. 

Great opportunities In short, there are great opportunities ahead 
for developing the improved styling, better service, and greater 
efficiency which in turn mean increased progress in terms of sales 
and profits. 

Our management has been strengthened, and a large new 
expansion of our manufacturing and distribution facilities is 
under way. 

The policy of Bobbie Brooks has been to finance growth from 
profit and borrowings and to undertake acquisitions for capital 
stock only when the result promises an increase in earnings per 
share. Dilution of earnings per share has been avoided, and this 
will be a continuing objective. 

The new fiscal year is off to a very fast start. Bookings for the 
fall line are well ahead of last year. 

It appears quite possible at this time that sales will reach the 
$75,000,000 mark during the current year, and we are now prepar¬ 
ing our organization and our facilities for an annual volume that 
may equal or exceed $100,000,000 within three years. 
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Operating Progress and Planning 


The careful planning which has enabled Bobbie Brooks to increase 
earnings for 11 consecutive years has placed us in a sound position 
for meeting the challenges of continuing rapid growth on an 
efficient and profitable basis. 

The Company's steadily increasing use of electronic data process¬ 
ing facilities to coordinate all phases of operations resulted in the 
installation last January of an IBM 1410/1401 computer system. 

Benefits include faster filling and shipping of orders, increased 
turnover of inventory, close coordination of production with in¬ 
coming orders to prevent understocking or overstocking of in¬ 
dividual styles, improved forecasting of trends in customer 
preferences, and the efficiency of mechanized accounting. 

This equipment is expected to result in a savings of $200,000 a 
year. Even more important, it means a degree of coordination 
never before possible between the four principal divisions of our 
business . . . manufacturing, marketing, design, and financial 
operations. 

Financial information Bobbie Brooks has a simple financial struc¬ 
ture, with no equity securities other than a single class of Capital 
Stock. Long-term debt of $2,630,300 at the year-end consisted 
principally of a 15-year real estate loan of $2,400,000 from The 
Ford Foundation, its first loan of this type and the first loan to a 
company in the apparel industry. An additional real estate loan 
agreement was completed with The Ford Foundation in June to 
finance a new expansion of our Cleveland headquarters office and 
distribution center. 

Working capital totalled $8,156,900 on April 30, compared with 
$6,700,700 on the same date in 1961. Unsecured seasonal lines of 
bank credit have been increased to $7,500,000, exclusive of lines of 
credit available to our recently acquired subsidiaries. 

Financial resources are, in the Company's opinion, adequate 
to meet all contemplated expansion needs. 

As a result of improved earnings, the quarterly dividend was 
increased to 15 cents a share in August of 1961, compared with 
the 12V4 cents previously paid, and total dividend payments of 
57V4 cents a share for the year represented an increase of 35 per 
cent over the 42*/i cents paid during the preceding fiscal year. 

The directors have now recommended a two for one stock split 
to be voted on by shareholders at the annual meeting. This would 
be the Company's second two for one split since the first offering 
of its shares to the public in 1959, and directors have announced 
their intention to pay 10 cents quarterly on the split shares, or the 
equivalent of 20 cents on present shares as compared with the 
current 15 cent rate. 

It is expected that the dividend at the proposed higher rate will 
be paid in November if the split is approved. This would be the 
fourth increase in 2*/i years, and the proposed rate would be over 


2 % times the original dividend paid in May of 1959, as adjusted 
for stock splits. 

Design and merchandising Good styling is one of the foundations 
of Bobbie Brooks progress, and a large investment has been made 
in talent and management to further improve and diversify our 
apparel lines. 

The 56 employees of our merchandising and design office in 
New York City develop approximately 1500 new styles each 
season, from which the 400 to 450 best designs are adapted into our 
product line for that particular season. 

As a leading company in our industry, we are among the first 
to see new fabrics and patterns developed by mills and converters, 
and we also work on and develop our own colors and fabric 
patterns. Approximately 12,000,000 yards of fabric and over 
1,250,000 pounds of yarn are purchased a year for manufacture of 
apparel sold under the Bobbie Brooks label alone; and we work 
with over 250 fabric, yarn, and embroidery suppliers. 

Each of our subsidiaries also has experienced and capable design 
people, and a wide diversity of styles in its seasonal lines. 

The Company's experience in the young adult market and the 
unprecedented diversity of our styling on an evolutionary rather 
than revolutionary basis mean that we have apparel to meet 
almost every taste, trend, and desire in our market; and our 
computer facilities enable us to switch production to the most 
popular styles quickly to assure our customers fast service on 
the best-selling garments. 

Manufacturing efficiency The high volume production resulting 
from our growth makes it possible for us to pioneer in more 



View of Company’s new computer facility. 
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efficient manufacturing techniques, and considerable progress has 
been made in this direction. 

A separate engineering staff has been set up at each of the 
Company's manufacturing plants for the first time during the past 
year in a streamlining of manufacturing operations to improve 
efficiency and reduce overhead. This program, carried out through 
our central manufacturing office in Cleveland, has enabled us to 
launch two specific new programs in each plant. One of these 
programs is methods improvement to increase profit, and the 
other is cost reduction. 

Bobbie Brooks plants now operate nearly 3000 sewing machines, 
plus cutting, pressing, and related equipment. While sewing does 
not lend itself to complete automation, a much greater degree of 
mechanization is possible with volume. 

For example, we are beginning to use electronic devices on the 
machines to trim, cut thread, and pre-position the needle while the 
operator sews. A new method still in its early stage may cut the 
costs of pressing dresses by as much as 25 per cent. We are doing 
pilot work with a new type of plant lay-out which enables us to 
shift a plant from dresses to sportswear very quickly. This enables 
us to plan operations at a more uniform rate throughout the year. 

Another very important advance is our training program. The 
Bowling Green, Missouri plant had a 66 per cent employment 
increase during the past year. Employment has climbed 20 per 
cent at Vandalia, Missouri; 34 per cent at Lepanto, Arkansas; 
39 per cent at Lock Haven, Pennsylvania. It also is rising at five 
other Company-owned plants producing under the Bobbie Brooks 
label. 

Our training program represents a large investment which we 
feel is necessary for growth. To date, it has helped develop highly 
skilled personnel who are doing an excellent job. Incentive pay is 
traditional at all plants. 

New facilities Preparations are being made for the expansion of 
physical facilities as needed to keep pace with our projected growth. 

A pilot plant was opened in Butler, Pennsylvania last January 
to train operators and start production work on a gradual basis as 
a means of determining whether the operation would prove 
successful in terms of employee capability and production and 
delivery efficiency. This plant has worked out well to date and if it 
continues to do so, a 50,000 square foot plant will be built early 
in 1963 on a six-acre site already selected in Butler. This plant will 
eventually employ 450 to 500 people. 

A second pilot operation has just been started in Washington, 
Pennsylvania, and if initial results are good, a new 50,000 square 
foot plant will be built in that city. 

In line with previous practice, it is anticipated that both plants 
will be built by community industrial development corporations 


and leased by subsidiaries of Bobbie Brooks on a long-term basis. 
This method conserves cash needed for growth. 

The combined output of Company-operated plants and 40 
contractor plants producing under close Bobbie Brooks supervision 
flows to our distribution center at Cleveland for order allocation 
and shipment of the 10,000 customer orders on hand at any one 
time. 

An 87,000 square foot addition to this headquarters and dis¬ 
tribution facility was completed in 1960, to bring the present size 
to 140,000 square feet. Work is now starting on a new addition of 
83,000 square feet to expand the center by approximately 60 per cent. 

The loan of $1,200,000 from The Ford Foundation for this 
addition also finances the purchase of an additional 17,000 square 
feet of buildings and land adjacent to our present site, which now 
totals 7Vi acres and provides adequate space for projected con¬ 
tinuing long-term expansion. 

The distribution center, with the most modern material handling 
equipment and a shipping capacity of over 65,000 garments a day, 
carries a constant inventory of 1,000,000 items of hanging and 
boxed goods . . . reviewed daily against incoming orders by our 
computer system. The addition will increase shipping capacity 
to 100,000 garments a day and provide 12,000 square feet of 
new office space. 

Organizational strength Mr. William G. F. Price, a vice president 
of The Chase Manhattan Bank and for many years manager of its 
Times Square office servicing the nearby New York City garment 
industry, has been elected to the Board of Directors, increasing 
outside representation. He will retire from Chase Manhattan later 
this year. Mr. Price is also active as a Professor of Banking at the 
Graduate School of Business of Columbia University. 

The Company is continuing to invest heavily in capable young 
management able to contribute to long-range growth. Because of 
the size we have attained and the progress we are making, we are 
able to obtain men among the most outstanding in our industry 
and have an organization that is ready and eager to grow as fast 
as possible on a sound and profitable basis. 

The wage and salary and benefits programs at Bobbie Brooks 
are among the best in the industry. A proposed employee stock 
purchase plan to encourage participation in the ownership of the 
Company and develop even greater employee interest in its progress 
will be voted on by shareholders at the annual meeting. Company- 
paid retirement and benefit programs cover all employees, and the 
Company has extensive medical and hospital care programs. 

Bobbie Brooks now has 3500 employees. This experienced, 
effective team in the Company's opinion has no superior in the 
ability to provide good styling, maximum quality, and the highest 
standards of customer service. 









"Looks Unlimited’* in Marketing 


A major reason for the growth of Bobbie Brooks is the develop¬ 
ment of marketing concepts which help the stores that buy our 
products to sell more apparel and improve profits. 

Our studies were among the first to spotlight the growing 
importance of the young adult woman as a retail apparel cus¬ 
tomer and to recommend one-stop young adult departments 
where she is treated well and can buy her entire wardrobe at a 
single spot in a store. Leading stores throughout the nation have 
set up such departments, and our color-matched and color- 
coordinated product lines are ideally suited for sale in these 
locations. 

The young woman by selecting matching Bobbie Brooks gar¬ 
ments and wearing them in different combinations enjoys “looks 
unlimited.” The store benefits by having happier and better- 
dressed customers, repeat business as young adults buy matching 
garments to round out their wardrobes, and improved buying 
efficiency through the ability to obtain many types of garments 
from a single source. 

New developments in our marketing program are constant 
and include the following: 


A 20 per cent expansion of the sales force is planned on an annual 
basis. Our marketing staff now numbers 175 men and women 
selling products under the Bobbie Brooks label, including 102 
road salesmen. A sales training program budgeted at $5000 per 
man includes classroom sessions, plus months of field work under 
experienced and successful sales management personnel. This 
program provides a steady source of well-trained men for the 
expansion of our sales force. 

New offices and showrooms are being opened. During the past 
year, the total of marketing offices climbed to 26. This program 
will be continued until we have offices in all important metro¬ 
politan centers. It means that service to the stores which sell our 
products is close at hand, fast and efficient. 

A fifth seasonal line is being introduced separately this summer. 
It will be called the trans-season line, falling between summer and 
fall. Acceptance has been good, and an important new source of 
sales is anticipated. An idea of the extent of our service to cus¬ 
tomers in showing them a new line in their own cities is provided 
by the fact that we make 200,000 sample garments a year for 
the use of sales representatives. 
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A new advertising agency, McCann-Marschalk Co., Inc., division of 
the world’s largest communications organization has been retained 
to assist in all aspects of a greatly increased promotion program. 
A new theme, “looks unlimited,” has been adopted for adver¬ 
tising and promotion to stress the Company’s entire line, rather 
than individual parts of it. 

Larger product lines are being offered ... an estimated 1400 new 
styles this year as compared with 1250 last year. New styles and 
new categories mean more sales. Sweaters, once a smaller part of 
our line, have become a $10,000,000 a year business under the 
Bobbie Brooks label. Cotton and wool knits, introduced little 
over a year ago, now are providing a volume of $4,000,000 a year. 
A new brand promotion plan for retailers has been introduced. 
Stores participating in this program are reporting substantial 
sales increases under this program. 

New sales aids are being prepared to help retailers move our 
apparel out of the store and into customer hands. A slide film 
presented by our sales representatives to store saleswomen shows 
how to obtain best results in selling to young women, and a new 
workbook is being prepared to present results of our surveys 


of the young market to store executives. 

These are merely segments of our broad marketing program. 
Our national advertising budget has been expanded. Testing of 
television advertising is planned. Display mats, promotion kits, 
traffic-building ideas, merchandise racks, signs, blow-ups of 
national ads, radio commercials, window displays, publicity in the 
women’s sections of newspapers and in leading fashion magazines, 
and many other programs are under way to aid retailers. 

America’s Junior Miss, sponsored by Bobbie Brooks with 
Coca-Cola and Eastman Kodak, represents part of our program 
to teach good grooming and buymanship to teen-agers. Bobbie 
Brooks clinics in good grooming are being held in high schools 
and junior highs, and millions of our “Wardrobe Magic” booklets 
emphasizing good taste in wearing apparel are being distributed 
to young adult women everywhere. 

The Bobbie Brooks label is featured in approximately 6600 
leading stores. By making it an exciting label and attracting more 
young adult customers to buy more Bobbie Brooks apparel, we 
serve these stores better and maintain a rising sales volume for 
the Company. 







look 













Long-range Growth Preparations 


Bobbie Brooks sales during recent years have been well ahead of 
our targeted schedule of a 15 per cent annual growth rate that 
would double sales every five years. We believe that long-range 
growth opportunities are very substantial, and have a planned 
program to translate these opportunities into sales and profit 
progress. 

Apparel companies have traditionally been smaller than the 
large retail stores they served, and were unable to provide these 
stores with substantial sales aids or with brand name recognition 
of the type needed to attract customers. 

An organization of our size has the resources necessary to create 
new products in volume, to provide many direct sales aids, to 
conduct market research, and otherwise offer services of a type 
previously available only to a limited extent. 

Consumers are just beginning to select one store over another 
on the basis of brand names in the women’s apparel field, and we 
believe this will contribute to the growth of Company sales. 

Our young adult market is a worthwhile one as the number 
of girls in their early teens increases in a predictable upward 
sweep. We often point out that women buy groceries with their 
heads, and fashion with their hearts. Price is not the paramount 
consideration if a new dress or blouse makes a young adult look 
“just right.’’ This factor permits an experienced and efficient 
apparel manufacturer to anticipate reasonable profit possibilities. 

Market studies show that teen-agers up to the age of 18 tend 
to shop together and are faddists who want to “look alike.’’ After 
18, as they go to college, marry or begin careers, they have more 
individualized tastes in clothing. 

We already have acquired successful companies serving a 
slightly higher age group than the 13 to 24-year-old Bobbie Brooks 
market. By the time the tidal wave of young adults penetrates to 
the 20-year-old level, the brand names of these acquired companies 
are expected to have the widespread national recognition which 
will assure many years of long-range growth. Our acquisitions 
include: 

Abby Michael, Ltd. Abby Michael, as a part of Bobbie Brooks 
for a year, has been able through our financial backing to hire 
road salesmen, establish regional offices, and enlarge and diversify 
its product lines. 

Abby Michael grew from $575,000 in 1957 sales to $2,300,000 
during the year just ended. Its management foresees a possibility 
of $7,000,000 a year in sales within a span of five years. 

It produces sportswear exclusively. Sweaters have been added 
to its line for the first time, dress operations have been expanded, 
and knitted wear sales are rising sharply. Apparel is produced in 
four seasonal lines with from 100 to 175 styles in each, and an 
increase in the number of styles is anticipated. 

Abby Michael serves over 3000 stores, with more than 600 
added in the last six months. It seeks to create an image of high 
fashion in a popular price range slightly above the price of 
Bobbie Brooks garments. 

Stacy Ames and Kelly Arden Stacy Ames, Inc., acquired in 
February of 1962, was founded in 1957 and has tripled its sales 
since 1959. 

It features “picture look’’ dresses in casual, youthful styles for 


career women from 16 to 65. It has 6000 accounts, and offers 
from 80 to 100 styles in each of five seasonal lines. 

Kelly Arden, a division of Stacy Ames, is a newer organization 
producing junior petite dresses. Sales were $672,000 during the 
past year and are expected to climb to $1,800,000 this year. 

The Stacy Ames-Kelly Arden operation is in the midst of an 
extremely rapid growth program. The number of road salesmen 
was doubled to 18 during the past six months and is being further 
increased. Three regional offices have been established during 
recent months, and physical facilities in New York City for sales, 
design, cutting and shipping have been doubled to 35,000 square 
feet with additional expansion due. 

Combined sales totalled $6,186,000 in the year just ended, 
compared with $5,698,000 during the preceding year, and are 
estimated at $8,500,000 for the year now under way. The combined 
operation reached a shipping volume of $1,000,000 a month for 
the first time in March and repeated again in April and May. 
Management foresees an annual volume of $20,000,000 in five years. 
Colebrook, Inc., and Colebrook Mills The acquisition of Cole- 
brook, Inc., and Colebrook Mills, Inc. was completed in April of 
1962 and offers many growth and profit possibilities. 

Colebrook, Inc. is a prestige name in the misses sweater busi¬ 
ness. It also sells skirts and has just introduced a line of full- 
fashioned swimwear. 

This organization has grown from sales of $1,491,000 in 1958 
to $4,059,000 during the fiscal year just ended. 

Intarsia sweaters account for about 55 per cent of its sweater 
sales. Fur blend sweaters with dyed-to-match skirts are another 
major product. Three-ply fur blend semi-bulky sweaters and 
Shetland-type sweaters are a new part of the line, and a flat-knit 
merino or suit-type sweater will soon be introduced. 

Colebrook sweaters and skirts have largely been sold in specialty 
shops to date, but business from large stores is beginning to flow 
in and offers a major growth potential. The new swimwear line, 
filling a gap caused by the seasonal nature of sweater sales, is 
gaining rapid acceptance and can make an important contribution 
to profits. 

Nineteen road salesmen offer Colebrook products, and man¬ 
agement has set a five-year sales target of $12,000,000. 

Colebrook Mills and affiliated companies acquired by Bobbie 
Brooks have three sweater plants which produce for Colebrook, 
Inc. and also are major contract suppliers to Bobbie Brooks. 

The acquisition will enable us to improve and expand the 
Bobbie Brooks sweater line, and having our own sweater mills will 
add to profit opportunities in this fast-growing product category. 
The Stretchini label The acquisition of Ready Maid Petticoats, 
Inc., of Larchmont, N. Y., for which agreements were signed on 
July 2, 1962, subject to favorable tax rulings, will bring the 
Stretchini line of apparel for girls from one to fourteen into the 
Bobbie Brooks family of growth companies and will add an 
estimated $4,400,000 to our sales this year. Of course, Ready Maid 
sales or earnings are not included in this report since acquisition 
agreements were not signed until after the close of the 1962 
fiscal year. 

Stretchini’s immediate objectives include expansion into the 
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infantwear market and extension of present product lines in the 
pre-teen market, with emphasis on swimwear. It is contemplated 
that this business will be conducted in the future under the name 
of Taffy Tucker, Inc. 

Ready Maid sales have climbed from $900,000 in fiscal 1960 
to $3,300,000 during the fiscal year just ended, and its unique 
line of stretch pants, leotards and swimwear is expected to reach 
a sales volume of $10,000,000 within five years. 

Even more important, our entry into the children’s market 
opens up a vast new field which can provide us with growing 
sales opportunities for years to come. 

The number of children is even greater than the number of 
young adults, and will rise sharply beginning in 1965 as the 
increase in the postwar birth rate is reflected in the number of new 
family formations. 

Substantial expectations In addition to our own growth plans 
for products sold under the Bobbie Brooks label, the Company’s 
new subsidiaries project total sales of $50,000,000 within five 
years. Each has already proved its ability to grow, and is cur¬ 
rently expanding. All are forecasting profit progress in the 
current year. 

With the financial resources, manufacturing, design, marketing 
and general management experience of Bobbie Brooks backing 
them up, there is every reason to expect that these subsidiaries 
can maintain long-range growth that compares with the record 
of the parent organization. 

Apparel for each of these firms except Colebrook and Stretchini 
is made entirely by contractor plants. As our new subsidiaries 
grow, the possibilities for increased profit, service and efficiency 
through manufacture of their products in Company-owned plants 
will be most worthwhile. 

International operations The Company has just purchased a 
50 per cent interest in a Mexican company licensed to produce 
and sell in Mexico under the Bobbie Brooks label, and a major 
expansion of this operation is now under way. 

The Mexican affiliate, Bobbie Brooks, S. A. de C. V., will 
gradually extend its marketing activities to other Central and 


South American countries. While we have previously licensed 
firms in other countries to produce and sell under our label, this 
is our first joint venture in the international field. 

Bobbie Brooks, S. A. de C. V., was founded a year ago by 
Jaime Sanchez-Montealvo, who now is head of the joint venture 
operation. The first Mexican showing of our line resulted in an 
immediate sell-out and swamped available production facilities. 
The response has remained outstanding, and the plant is being 
expanded to a capacity of 100 sewing machines, with sales of 
approximately $300,000 anticipated this year. 

Expansion of our international operations also is continuing 
in other parts of the world. Licensees pperating under the Bobbie 
Brooks label are marketing young adult fashions at an increasing 
volume in Canada, Japan and South Africa. Discussions regarding 
licensing or joint venture discussions are in advanced stages with 
firms in Australia, New Zealand, England and Holland. 

Bobbie Brooks training films, promotional literature and adver¬ 
tisements have been translated into foreign languages; personnel 
in retail stores overseas are being taught to sell our coordinated 
ensembles; and department stores in other countries are being 
urged to set up young adult departments. 

Experience to date confirms the Company’s belief that young 
adult fashion needs and preferences are the same the world over, 
and that worthwhile markets exist for the export of Bobbie Brooks 
styling, production and promotion know-how in the apparel field. 
On a long-term basis, we look for significant income from overseas 
licensing and joint venture arrangements. 

To sum up, preparations have been completed during the past 
year for long-range sales and profit growth in many ways. As 
always, Bobbie Brooks has invested heavily from current earnings 
to build for higher future sales and profits than would otherwise 
be possible. 

The result is that we are in a sound position to benefit from the 
opportunities ahead. If our planning and our preparations are 
right, we believe the Company’s objective of substantial growth 
will continue to be realized on a long-range basis for many years 
to come. 


Charts show strong growth records of three aquired subsidiaries and typical apparel produced by each. 


Stacy Ames 


Abby Michael 


Colebrook 




















Bobbie Brooks, Incorporated and Subsidiary Companies 
Consolidated Balance Sheet 


ASSETS 


CURRENT ASSETS 


As at 
April 30, 
1962 


As at 
April 30, 
1961 


Cash.$ 559,929 

Accounts Receivable — Trade (Net of Sales Discounts, and 
an Allowance for Doubtful Accounts of $103,482 and 

$98,522, Respectively). 8,052,180 

Other Advances and Receivables. 462,424 

Merchandise Inventories — Note 2 10,336,013 

Unexpired Insurance and Prepaid Expenses. 162,384 

TOTAL CURRENT ASSETS. 19,572,930 


$ 711,949 

7,057,844 

471,190 

8,615,213 

103,872 

16,960,068 


FIXED ASSETS — at Cost Less Accumulated Depreciation 


and Amortization — Note 3. 5,379,542 

OTHER ASSETS. 430,721 

Total.$25,383,193 


5,337,522 

372,924 


$22,670,514 


The notes to financial statements are an integral part of this statement and should be read in conjunction herewith. 
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LIABILITIES AND SHAREHOLDERS' EQUITY As at 

April 30 # 
1962 

CURRENT LIABILITIES 

Notes Payable — Banks.$ 800,000 

Long Term Debt — Portion Due Within One Year — Note 4 . . . . 144,492 

Accounts Payable — Trade. 6,242,516 

Accrued Liabilities. 2,198,941 

Estimated Federal Income Taxes. 1,820,748 

Dividends Payable. 209,303 

TOTAL CURRENT LIABILITIES. 11,416,000 

LONG TERM DEBT — 

Notes Payable, Less Current Portion Included Above — Note 4 . . . 20,390 

Mortgage Notes Payable, Less Current Portion 

Included Above — Note 4 . 2,609,937 

~ 2,630,327 

SHAREHOLDERS’ EQUITY 

Capital Stock — Note 5 . 3,023,512 


Authorized 2,000,000 Shares — No Par Value 
Stated Value $2.00 Per Share 
Issued and Outstanding — 

April 30, 1962 — 1,511,756 Shares 
April 30, 1961 — 1,502,009 Shares 

Capital Surplus. 

Retained Earnings. 

Commitments and Estimated Capital Expenditures — Note 8 
Total. 


2,328,008 

5,985,346 

11,336,866 

$25,383,193 


As at 
April 30, 
1961 


$ 640,000 

152,683 
6,162,955 
1,721,360 
1,415,268 
167,081 
10,259,347 


32,002 

2,754,887 

2,786,889 

3,004,018 


2,166,851 
4,453,409 
- 9,624,278 


$22,670,514 


































Consolidated Statement of Income 

For the Years Ended April 30, 1962 and 1961 



1962 

1961 

Gross Sales, Less Returns, Discounts and Allowances . . 

$60,574,976 

41,542,194 

$52,577,470 

35,843,687 

Selling. Warehouse. General and Administrative Expenses 

19,032,782 

13,410,068 

16,733,783 

11,827,610 


5,622,714 

4,906,173 

Other Income. 

32,415 

31,449 


5,655,129 

4,937,622 

Other Deductions — Interest Expense. 

244,941 

204,746 

Income before Federal Income Taxes. 

Provision for Federal Income Taxes. 

5,410,188 

2,758,149 

4,732,876 

2,412,077 


$ 2,652,039 

$ 2,320,799 

Average Number of Shares Outstanding. 

$ 1.76 

1,507,679 

$ 1.55 

1,502.009 


The notes to financial statements are an integral part of this statement and should be read in conjunction herewith. 
































Consolidated Statement of Capital Surplus 
For the Year Ended April 30, 1962 


Capital Surplus at Beginning of Year — as Adjusted for 

’’poolings of interests* 9 .$ 2,166,851 

Excess of Option Price Over Stated Value of Capital 

Stock Issued Under Stock Option Plan — Note 5. . . . 147,332 

Other Credits. 13,825 

Capital Surplus at End of Year.$ 2,328,008 


Consolidated Statement of Betained Earnings 
For the Year Ended April 30, 1962 


Retained Earnings at Beginning of Year — as Adjusted 

for ’’poolings of interests**.$ 4,453,409 

Net Income. 2,652,039 

7,105,448 

817,874 

302,228 1,120,102 

.$ 5,985,346 


Cash Dividends Paid or Declared . 

Adjustments Relating to ’’Pooled* 9 
Company — Note A. 

Retained Earnings at End of Year 


Note A — One of the companies acquired (Note 1) was a partnership until February 24, 1962 at which 
time it was reorganized as a corporation. The above adjustments are necessary to treat the partnership, 
for accounting purposes, as if it had been a corporation for the entire year. 

The notes to financial statements are an integral part of these statements and should be read in conjunction herewith. 























Notes to Consolidated Financial Statement 
As at April 30, 1962 


1. Principles of Consolidation 

The consolidated financial statements include the accounts of 
the Company and its subsidiaries. The subsidiaries are wholly 
owned. Material intercompany items and transactions have been 
eliminated in consolidation. 

The acquisitions during the year of the net assets and businesses 
of Colebrook, Inc., Stacy Ames, Inc. and the several affiliates of 
these companies have been treated as “poolings of interests". 
Accordingly, the financial statements for the current year include 
the assets, liabilities, equity accounts and operating results, on 
a consolidated basis, as though the present relationship had always 
existed. The consolidated balance sheet as at April 30, 1961 and 
the consolidated results of operations for the year then ended 
have been restated on a similar basis. 

The net assets of Trio Knitting Mills, Inc. were acquired by a 
newly formed subsidiary as at March 31, 1962 on a “purchase" 
basis at book value. Its operating results are included in the 
consolidated statement from the date of acquisition. 

As at April 28, 1962, the Company acquired, on a “purchase" 
basis, a fifty percent interest in a Mexican company (Bobbie 
Brooks, S.A. de C.V.). This investment is included in the con¬ 
solidated balance sheet at cost. 

2. Merchandise Inventories 

Merchandise Inventories, stated at the lower of cost or market, 


consist of the following: 


April 30, 

April 30, 


1962 

1961 

Raw Materials . 

$ 4,251,918 

$ 4,017,747 

Work in Process . 

2,267,876 

1,855,429 

Finished Goods . 

3,816,219 

2,742,037 


$10,336,013 

$ 8,615,213 

3. Fixed Assets 

Fixed Assets are summarized as follows: 



April 30, 

April 30, 


1962 

1961 

Land .. 

$ 576,938 

$ 576,938 

Buildings .. 

3,148,450 

3,148,450 

Machinery and Equipment . . . . 

3,171,790 

2,689,141 

Automobiles . 

52,362 

50,617 

Leasehold Improvements . 

450,190 

357,768 

Total Cost.. . • 

Less: Accumulated Depreciation 

7,399,730 

6,822,914 

and Amortization . 

2,020,188 

1,485,392 


$ 5,379,542 

$ 5,337,522 


The provision for depreciation and amortization for the years 
ended April 30,1962, and 1961 amounted to $581,528 and $560,844, 
respectively. 


4. Long Term Debt 

Long Term Debt consists of the following: 


Rate 

Portion 

Portion 

of 

Due Within 

Due After 

Interest Maturity 

One Year 

One Year 

Notes Payable 6 % Feb. 1, 1965 

$ 10,105 

$ 20,390 

Mortgage Notes 4%-6% Dec. 10,1965- 
Apr. 12,1976 

134,387 

2,609,937 


$144,492 

$2,630,327 


5. Capital Stock 

Changes during the year in the number of outstanding shares 


are as follows: 

Number of Shares Outstanding May 1, 1961 .... 1,351,609 

Issued for Acquisitions on a “pooling of interests" 

basis—Note 1 . 150,400 

1,502,009 

Issued to Stock Optionees . . . . •. 9,747 

Total—April 30, 1962 . 1,511,756 


In connection with the issuance of the 150,400 shares of stock 
referred to above an additional maximum of 46,000 shares is 
reserved for contingent future issuance to the former stockholders 
of the acquired companies. 

On June 20, 1962, the board of directors recommended a two 
for one stock split subject to stockholder approval at the next 
annual meeting. The financial statements do not give effect to 
the proposed stock split. 

6. Stock Options 

As at April 30, 1962, 72,534 shares of capital stock were reserved 
for issuance upon exercise of restricted stock options which the 
company is authorized to grant to certain officers and employees 
at 85 per cent of the fair market value on the date of grant. As 
at April 30, 1962 option grants not yet exercised amounted to 
53,234 shares at prices ranging from $16,895 to $41.87 with an 
aggregate option price of $1,583,057. 

After one year from the date of grant the options become cumu¬ 
latively exercisable to the extent of one-third thereof every two 
years and expire at the end of the seventh year. The Company 
has not made any charges to income, nor will it make any charges 
against future income, with respect to the options. 

7. Employees’ Pension Fund 

The Company has in operation a voluntary non-contributory 
pension plan which, as amended in January, 1962, includes 
certain salaried and commission basis employees. The plan pro¬ 
vides for normal retirement at age 65 or earlier optional retire¬ 
ment under certain conditions. Past service liability as at April 
30, 1962 amounted to $395,589 and is provided for by payments 
in twenty-nine annual installments. The cost of the plan for the 
years ended April 30, 1962 and 1961 were respectively $319,040 
and $213,146. 

8. Commitments and Estimated Capital Expenditures 

The Company is lessee under twelve long term leases which 
expire between 1965 and 1975. These provide for aggregate 
average annual rentals of approximately $188,000 plus in some 
instances real estate taxes and other expenses. Four of the leases, 
having aggregate average annual rentals of approximately $78,000, 
contain options for the Company to acquire the properties. 

Capital expenditures currently contemplated by management 
are estimated at approximately $1,700,000. Of this amount, 
$1,200,000 represents an addition to the Company’s distribution 
center in Cleveland, Ohio for which a long term financing com¬ 
mitment has been secured. 

9. Subsequent Events 

On July 2, 1962 the Company acquired subject to a favorable 
tax ruling the net assets and business of Ready Maid Petticoats, 
Inc. on a “pooling of interests" basis. 


Report of Independent Certified Public Accountants 


To the Shareholders 
Bobbie Brooks, Incorporated 

We have examined the Consolidated Balance Sheet of Bobbie 
Brooks, Incorporated and Subsidiary Companies as at April 30, 
1962 and the related Consolidated Statements of Income, Capital 
Surplus, and Retained Earnings for the year then ended. Our 
examination was made in accordance with generally accepted 
auditing standards, and accordingly included such tests of the 
accounting records and such other auditing procedures as we 
considered necessary in the circumstances. 


In our opinion, the accompanying Consolidated Balance Sheet 
and Consolidated Statements of Income, Capital Surplus, and 
Retained Earnings present fairly the consolidated financial posi¬ 
tion of Bobbie Brooks, Incorporated and Subsidiary Companies 
as at April 30, 1962 and the consolidated results of operations 
for the year then ended, in conformity with generally accepted 
accounting principles consistently applied. 

New York, N. Y. 

July 12, 1962 

Clarence Rainess & Co. 












































Ten-Year Financial Summary*** 
Years Ended April 30 
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Results 



1953 

1954 

1955 

1956 

1957 

1958 

1959 

1960 

1961 

1962 

Net Sales 

$12,069,400 

13,576,900 

14,365,900 

16,827,500 20,912,800 22,341,500 25,014,600 

35,721,000 

52,577,500 

60,575,000 

Earnings Before Income Taxes 

356,400 

466,200 

504,400 

619,900 

1,233,900 

1,284,100 

2,133,400 

3,451,400 

4,732,900 

5,410,200 

Provision For Income Taxes 

198,600 

261,400 

258,500 

330,200 

652,200 

655,900 

1,104,500 

1,799,600 

2,412,100 

2,758,200 

Earnings After Income Taxes 

157,800 

204,800 

245,900 

289,700 

581,700 

628,200 

1,028,900 

1,651,800 

2,320,800 

2,652,000 

Net Earnings Percentage 
of Sales 

1.3% 

1.5% 

1.7% 

1.7% 

2.8% 

2.8% 

4.1% 

4.6% 

4.4% 

4.4% 

Year-End Position 

Current Assets 

$ 2,882,000 

3,046,600 

3,477,100 

5,089,800 

6,127,700 

5,104,800 

7,044,000 

11,810,500 

16,960,100 

19,572,900 

Current Liabilities 

2,272,200 

2,264,300 

2,601,700 

4,202,400 

4,844,100 

3,504,400 

3,758,700 

6,990,300 

10,259,400 

11,416,000 

Working Capital 

609,800 

782,300 

875,400 

887,400 

1,283,600 

1,600,400 

3,285,300 

4,820,200 

6,700,700 

8,156,900 

Current Ratio 

1.3 

1.4 

1.3 

1.2 

1.3 

1.5 

1.9 

1.7 

1.7 

1.7 

Property, Plant, Equipment— 
Gross 

446,100 

519,400 

634,600 

1,009,300 

1,147,800 

1,567,300 

1,739,100 

3,158,700 

6,822,900 

7,399,700 

Accumulated Depreciation 
& Amortization 

168,600 

218,100 

301,700 

342,200 

428,600 

532,100 

627,200 

848,600 

1,485,400 

2,020,200 

Property, Plant, Equipment— 
Net 

277,500 

301,300 

332,900 

667,100 

719,200 

1,035,200 

1,111,900 

2,310,100 

5,337,500 

5,379,500 

Long Term Debt 

700,000 

600,000 

500,000 

565,600 

451,900 

485,700 

381,400 

463,000 

2,786,900 

2,630,300 

Preferred Stock Outstanding 

— 

— 

— 

— 

— 

100,000 

— 

_ 

_ 

_ 

Common Shareholders’ Equity 

302,500* 

513,500 

745,000 

1,034,500 

1,616,000 

2,138,700 

4,168,200 

6,919,400 

9,624,300 

11,336,900 

Per Common Share** 

Earnings After Income Taxes 

.15 

.20 

.24 

.28 

.57 

.62 

.96 

1.35 

1.55 

1.76 

Working Capital 

.60* 

.77 

.86 

.87 

1.26 

1.57 

3.07 

3.93 

4.46 

5.41 

Common Shareholders’ Equity 

.30* 

50 

.73 

1.01 

1.59 

2.10 

3.90 

5.64 

6.41 

7.52 

Average Number of Common 
Shares Outstanding (Adjusted) 

1,019,328 

1,019,328 

1,019,328 

1,019,328 

1,019,328 

1,019,328 

1,069,328 

1,277,661 

1,502,009 

1,507,679 


♦On April 30, 1953, the Company purchased 50% of the then outstanding Capital shares for $992,000. 

♦♦Based on average number of shares outstanding each period retroactively adjusted for the recapitalization of January 12, 1959 and the 
two-for-one stock split effective February 26, 1960. 

♦♦♦Figures for the years 1961 and 1962 have been changed to include the operating results of the companies acquired on a “pooling of 
interests” basis, as though the present relationship had existed in those years. Years prior to 1961 have not been so re-stated. 
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Officers 

President, Maurice Saltzman 
Vice President, Burton L. Kamberg 
Vice President and Treasurer, 
Jacob Landis 

Vice President, Julius Ludwig 
Vice President, David Margolis 
Vice President, Stan L. Marshall 
Vice President, Lester Schwartz 
Secretary, Cele Stein 

Auditors 

Clarence Rainess & Co. 

New York, N. Y. 
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Central National Bank 
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Cleveland, Ohio 

Chemical Bank New York 
Trust Company 
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Board of Directors 

Eugene H. Freedheim 
Burton L. Kamberg 
Jacob Landis 
Julius Ludwig 
David Margolis 
William G. F. Price 
Maurice Saltzman 
Sam H. Sampliner 
Lester Schwartz 
Cele Stein 
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The Cleveland Trust Company 
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OFFICES AND PLANTS 

Executive Offices and Distribution Center 
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Regional Sales Offices 
and Showrooms 
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Nashville 
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Plants 

Cleveland, Ohio 
Bellaire, Ohio 
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Lepanto, Arkansas 
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Washington, Pennsylvania 
Bowling Green, Missouri 
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Bobbie Brooks Board of Directors — From left to right, seated. Miss Stein, Mr. Landis, Mr. Saltzman, 
Mr. Price, Mr. Kamberg; standing, Mr. Ludwig, Mr. Freedheim, Mr. Margolis, Mr. Sampliner, Mr. Schwartz. 



Stacy Ames-Kelly Arden management— 
From left to right, Meyer Halpern, Vice Presi¬ 
dent; David Warren, President; David Rosen, 
Vice President; and Irwin Hunter, Vice President. 


Colebrook management — From left to 
right, Morton Hill, President; Howard A. 
Smith, Vice President-Marketing; and Richard 
B. Wolf, Vice President-Manufacturing. 


Abby Michael management — From left 
to right, Norman Fass, President; Herbert 
Auslander, Vice President; and Irving Yanous, 
Vice President. 























Fabric reproduced on the cover of 
this report, one of many patterns 
from our fall line, is by Carleton 
Woolen Mills, Inc. 


Young Adult Fashions Under Six Labels . . . 

BOBBIE! BROOKS/Day-time, play-time, date-time apparel. 
STACY AMES/ Dresses for career girls. 

KELLY ARDEN/Junior petite dresses. 

ABBY MICHAEL/High-fashion junior sportswear. 
COLEBROOK/E\ill-fashioned sweaters, skirts, swimwear. 
STRETTCHINI/Stretch swimwear and sportswear for children. 
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blouse, slim skirt, cardigan, pants (1+1+1+1= 6) 



add a full skirt (6+1=9) 



add a slipover (9+1=15) 
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add walkers (15+1=20) 
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